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November  10,  1983 


/       ^  -  Current  market  for  Concept  Systems'  home  office  product  which  is 

.           i    f  oddressed  to  multi-store  operations  in  the  $10  million  to  $100  million 

I  (J-^^'l  ■  jU  range.      In  this  area  we  will   olso  examine  the  market  in  larger 

J^  ^^'yr  CM-gonizotions  and  in  the  outlet  market  for  chains  which  hove  stores  in 

^  ^'-^  ^'             P^''  y^°^  range. 

^/<-  •    /      •        The  project  will  be  carried  out  by  means  of  user  and  vendor  research: 


User  reseorch  will  include  some  discussion  with  existing  clients  to 
determine  the  foctors  that  influenced  their  selection,  discussion  with 
lost  prospects  to  determine  their  reosons  for  rejection,  porticulcrly  if 
they  selected  an-olternotive  system,  end  with  prospects  for  the  ret  oil 
systens.  This  lost  group  will  be  the  major  research  segment. 

Vendor  reseorch  will  include  f eedbock  from  users  of  competing  products 
OS  well  OS  drect  interviews  with  competitors  themselves  where  appro- 
priate. 

♦        The  project  will  be  carried  out  in  the  following  steps. 

I ntital  meeting.  This  will  h>e  at  least  o  one  day  meeting  held  at  Concept 
Systems  offices  to  thoroughly  review  the  retail  systems,  including 
proposed  enhancements  ord  odditions.  In  this  meeting,  marketing 
literature  will  be  reviewed  as  will  market  information.  Specifically  o 
list  of  existing  clients  will  be  provided  and  subsequently  this  list  will  be 
analyzed  by  type,  size  and  location  of  organization.  Discussions  will  be 
held  with  key  personnel  in  the  orgonizotion. 

In  the  initial  meeting,  potential  componies  to  be  interviewed  will  be 
identified  together  with  this  torget  respondent.  It  will  be  helpful  to 
have  lists  of  torget  componies  identified  wherever  possible. 
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After  the  meeting,  specific  questions  that  were  identified  by  Concept 
Systems  staff  plus  IhPUT's  questions  will  be  put  together  in  the  form  of 
a  qjestionnoire.  This  questionnaire  will  be  reviewed  with  you  end  will 
be  tested. 

Interview  process.  A  telephone  interview  process  will  be  held  with  o 
segmented  sample  of  componies.  Approximately  half  woy  through  the 
interview  process  the  results  will  be  reviewed  ond,  if  necessary, 
questions  changed  to  eliminate  redundancy,  resolved  conflicts,  and 
amplify  areas  of  importance.  The  specific  interview  fx-ogram  will  be  os 
follows 


Size/Type  of  Orqonizotion  Nun  be  r  of  Interviews 

$2  -  $10  Million  Specialty  Retailers  ^ 
Discount/De^artry^t- Store  Chains 
^    o)       $20-$50  million  1 C- 

b)        $50  -  $300  million. 
Multi-Store  Operations,  $10-$ 1 00  million 


(0 


a)  CSI  clients  ^^r"-- 

b)  Competitors' Clients  10" 


c)       Outlets  ^10 


/  0 


Vendors  of  competing  products  end  services  to  the  target  retail 
segments  will  be  examined.  This  will  be  done  through  telephone 
interviews  end  the  collection  of  their  marketing  material.  Specific 
vendors  to  be  included  will  be: 


IBM/PARIS   

BM/lslond  Pocifi 


Denison  Retail  Systan 
STS 

NCR 

RSI 


INPUT  will  exomine  industry  ond  government  statistics,  including  its 
own  data,  to  prepore  demographic  data  on  the  target  segments.  These 
dota  will  be  used  for  estimating  penetration  of  retail  systems  and  of 
Concept  Systems  potential  and  realizable  markets. 

After  the  research  has  been  completed  the  results  of  the  interview 
processes  will  be  tabulated  and  onalyzed.  Data  will  be  combined  with 
the  demographic  information  and  forecasts  developed. 

INPUT  will  then  prepare  o  report  on  the  morketploce  which  will  include 
the  following  sections: 

1.  Introduction 

2.  Executive  Summary 

3.  User  Reqjirements  by  Type  of  Market 
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4.  Market  Projections  and  Concept  Systems'  Penetration  by  Type  of 
Market 

5.  Marketing  Requirements 

6.  Technical  Requirements 


7.  CompetiticMi 

•  The  report  delivered  to  Concept  Systems,  Inc.  will  be  60-100  pages  in  length. 

•  After  delivery  of  the  report,  INPUT  will  moke  a  presentation  at  Concept 
Systems,  Inc.  of  the  results  and  its  recommendations.  This  will  particularly 
include  omplifications  of  issues  such  as  p-icing  and  support. 

•  The  data  provided  will  form  the  bosis  of  o  business  plan.  By  applying 
resources,  particularly  sales  and  support  personnel,  levels  of  market  pene- 
tration and  conseqjent  revenue  levels  can  be  derived. 

FEE  AND  SCHEDULE 

•  -   The  fee  for  the  project  as  specified  obove  will  be  $29,000,  plis  expenses  for 

out-of-pocket  costs.  One  half  the  fee  ($14,500)  is  due  end  payoble  upon 
project  approval.  The  remainder  of- the  fee  <$1A,500)  together  with  expenses  is 
due  end  payable  upon  project  completion, 

•  •  The  report  will  be"  delivered  approximotely  10  weeks  after  authorization  with 

the  presentotion  delivered  ot  any  time  thereafter. 
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I       ^  -  Current  mcH'ket  for  Concept  Systems'  home  office  product  whid^  is 

.     ,    /    .  oddressed  to  multi-store  operations  in  the  $10  million  to  $100  million 

'      /  ^^^'^  i  jU  range.      In  this  oreo  we  will   also  examine  the  market  in  larger 

fr^        I  organtzotions  and  in  the  outlet  market  for  chains  which  hove  Stores  in 
f the  $1  million  per  year  ronge. 

if''  ' 

[^A-  -    /      •        "f"^  project  will  be  carried  out  by  means  of  user  and  vendor  reseorch: 

User  research  will   include  some  discussion  with  existing  clients  to 
determine  the  foctors  that  influenced  their  selection,  discussion  with 
lost  prospects  to  determine  their  reosons  for  rejection,  porticulcrly  if 
_.  .      fhey  selected  on-alternative  system,  and  with  prospects  for  the  retail 

systmis.  This  last  group  will  be  the  mojor  research  segnent. 

Vendor  research  will  include  feedbock  from  users  of  competing  pM-oducts 
OS  well  OS  direct  interviews  with  competitors  themselves  where  appro- 
priate. 

•        The  project  will  be  carried  out  in  the  following  steps. 

Intitol  meeting.  This  will  be  at  least  o  one  day  meeting  held  at  Concept 
Systems  offices  to  thoroughly  review  the  retail  systems,  indualng 
proposed  enhancements  orxd  odditions.  In  this  meeting,  marketing 
literature  will  be  reviewed  as  will  market  information.  Specifically  a 
list  of  existing  clients  will  be  provided  ond  subsequently  this  I ist  will  be 
analyzed  by  type,  size  and  locotion  of  orgonization.  Discussions  will  be 
held  with  key  personnel  in  the  organization. 

In  the  initial  meeting,  potential  componies  to  be  interviewed  will  be 
identified  together  with  this  torget  r^pondent.  It  will  be  helpful  to 
hove  lists  of  target  componies  identified  wherever  possible. 
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After  the  meeting,  specific  questions  that  were  identified  by  Concept 
Systems  staff  plus  INPUT'S  questions  will  be  put  together  in  the  form  of 
a  questionnaire.  This  questionnaire  will  be  reviewed  with  you  and  will 
be  tested. 

Interview  process.  A  telephone  interview  process  will  be  held  with  a 
segmented  sample  of  componies.  Approximately  half  way  through  the 
interview  process  the  results  will  be  reviewed  end,  if  necessary, 
questions  changed  to  eliminate  redundancy,  resolved  conflicts,  and 
amplify  areas  of  importonce.  The  specific  interview  program  will  be  as 
follows: 

Size/Type  of  Orgonization  Number  of  Interviews 


$2  -  $10  Million  Specialty  Retailers 


t- Store  Chdns 


a) 


$20-$50  million 


b) 


$50 -$300  million 


0 


b) 


Competitors'  Clients 


10- 


c) 


Outlets 


0 


/  0 
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Vendors  of  competing  products  end  services  to  the  target  retail 
segnents  will  be  examined.  This  will  be  done  through  telephone 
interviews  end  the  collection  of  their  marketing  material.  Specific 
vendors  to  be  included  will  be: 

BM/PARIS 

IBM/Island  Pocific 

Deni  son  R  etoi  I  Syst  em 
STS 

NCR 

RSI  - 

INPUT  will  examine  industry  and  government  statistics,  including  its 
own  data,  to  prepore  demographic  data  on  the  target  segments.  These 
data  will  be  used  for  estimating  penetration  of  retail  systems  and  of 
Concept  Systems  potential  and  realizoble  markets. 

After  the  research  has  been  completed  the  results  of  the  interview 
processes  will  be  tabulated  and  ondyzed.  Data  will  be  combined  with 
the  demogrophic  information  and  forecasts  developed. 

INPUT  will  then  prepore  o  report  on  the  marketploce  which  will  include 
the  following  sections: 

I-  Introduction 

2.  Executive  Summary 

3.  User  Reqjirements  by  Type  of  Market 


INPUT 


1W- 


Morket  Projections  ond  Concept  Systems'  Penetration  by  Type  of 
Market 


5.  Marketing  Requirements 

6.  Technical  Requirements 

7.  Competition 

•  The  report  delivered  to  Concept  Systems,  Inc.  will  be  60-100  poges  in  length. 

•  After  delivery  of  the  report,  IhPUT  will  make  a  presentation,  at  Concept 
Systems,  Inc.  of  the  results  and  its  recommendations.  This  will  particularly 
include  amplifications  of  issues  such  as  pricing  ond  s^5po^t. 

•  The  data  provided  will  fornn  the  bosis  of  a  business  plan.  By  applying 
resources,  particularly  soles  and  support  personnel,  levels  of  market  pene- 
tration and  consequent  revenue  levels  con  be  derived. 

FEE  AND  SCHEDULE   

.•  The  fee  for  the  project  as  specified  above  will  be  $29,000,  plus  expenses  for 
out-of-pocket  costs.  One  half  the  fee  ($1^,500)  is  due  and  payable  upon 
project  approval.  _The„r  em  cinder  olthefee  ($14,500)  together  with  expenses  is 
due  and  payable  upon  project  completion. 

•  -  •  The  report  will  be  delivered  opproximat el y  10  weeks  after  authorization  with 

the  presentation  delivered  at  any  time  thereafter. 

AUTHORIZED  BY:  "  ACCEPTED  BY: 

CONCEPT^SYSTEMS,  INC  INPUT 

NAME  ^ 


TITLE 

 f 

TITLE 


/z 


^^'^^   .  DATE  INPUT 


-  5  - 


STAY  AHEAD  OF  THE 
COMPETITION  ON  A 
ZEBRA  WITH  CSI's  NEW 
SYSTEM  FOR 
SMALL  TO 
MEDIUM  SIZED 
RETAILERS 


ZEBRA "  IS  FASTER 
AND  MORE  POWERFUL 
THAN  ANY  COMPUTER 
SYSTEM  IN  ITS  CLASS 

lbda$4  business  world  is  a  jungle.  Survival 
means  staying  one  step  ahead  of  the  compe- 
tition. Success  depends  on  your  ability  to  react 
quickly  to  any  situation. 

And  Zebra  from  GA  has  the  power  and 
speed  to  run  away  from  everything  in  ite  class. 
It  gives  you  instant  access  to  vital  information. 
In  minutes,  you  can  make  decisions  that  used 
to  take  days  or  weeks. 

Its  powerful  MC68000®  microprocessor  can 
process  large  volumes  of  data  in  seconds.  It 
can  help  you  solve  the  hundreds  of  day  to  day 
problems  that  plague  every  business.  The 
result?  Your  business  runs  faster  and  more  effi- 
ciently  on  a  Zebra. 

ANYONE  cm  HANPtl  A  ZEBRA. 

Every  Zebra  is  friendly.  In  fact,  it  speaks  English. 
Zebras  utilize  the  user-friendly  PICK™  Oper- 
ating System.  And  with  ACCESS,™  the  system's 


©Copyright,  Concept  SysUttis  Incorporated,  1^ 


information  management  and  retrieval  lang- 
uage, there  are  no  codes  or  complicated  symbols 
to  learn.  Everyone  from  a  secretary  doing  word 
processing  to  top  management  fereca^feg  Wtt- 
nues  and  controlling  expenses,  can  handle  a 
Zebra  almost  immediately  And  you'll  be  glad  to 
know  that  ewy  &bra  includes  software  pack- 
ages for  word  processing,  busing  graphics  and 
electronic  spreadsheet. 

ZEBRA  Q|QI¥S  WITH  imx 

With  Zfkm,  modalar  growth  runs  in  the  fentfly. 

Harness  the  power  of  a  single  user  desktop  sys- 
tem. Or  networked  and  clustered  configurations 
capable  of  serving  hundreds  of  users.  So  as  your 
business  grows  Zebra  can  grow  apace.  Without 


expenidve  and  time-consuming  re-programmil^. 

ZEBRA  IS  OFF  AND  RUNNING. 

You'll  be  amazed  at  how  easy  it  is  to  run  your 
business  on  a  Zebra.  It's  so  simple  to  use,  employ- 
ees can  learn  to  operate  the  system  in  just  hours 
instead  of  weeks.  Detailed  instruction  manuals 
take  you  through  every  operation,  step  by  step. 
And  should  you  need  assistance,  your  GA  dealer 
representative  is  only  a  phone  call  away. 

HOW  WE  CARE  FOR  YOUR  ZEBRA. 

In  thellrrtted  States,  service  for  Z^m^m^kMe 

through  Sorbus™  the  number  one  rated  ser- 
vice organization  in  the  country  They've  got  the 
technical  expertise  to  keep  your  Zebra  running 
day  in  and  (Uy  out.  And  overseas,  GA  provides 
aenrtet  aiid  miWieiUB^    over  40  countries. 

WE'VE  EARNED  OUR  STRIPES. 

Zebra  is  part  of  a  tradition  of  reliable,  dependable 
service.  GA  has  been  a  leader  in  the  computer 
industry  for  more  than  15  years  with  met  W,000 
GA  computer  systems  installed  worldwide.  And 
Zebra  provides  this  same  breed  of  dependability 
that  your  busiiwaKt  tte^  to  «m  wlllr«iit «  httdi. 

ZEBfS/k  B/  GA 

Zebra  is  a  trademark  ot  Gcn.  ral  Automation,  Inc.  ^"8000  is  a  registered 
trademark  of  Motorola,  Im  .  PICK  is  « 'g!<ie5S«^,^  PK-*'  «»^^ 
ACCESS  is  a  trademark  ot  I'lCK  SYSTEMS.  SORBUS*  i»»  r^Mered  trade- 
mark of  Management  Assistance  Inc. 


THE  NEW  SMALL 
SY^€li  INFLECTS 
THE  BEST  AND 
BRIGHTEST  FEATURES 
OF  CSI's  MAJOR 
MERCHANDISING 
SYSTEMS 

Concept  Systems  has  ten  years  of  develop- 
ment and  installation  experience  translating 
advanced  retailing  "concepts"  into  working 
"systems"  for  major  specialty  chains.  Every 
aspect  of  merchandising  and  financial  control 
has  been  addressed. 

The  new  release  is  a  system  targeted  at  the 
small  to  medium  sized  retailer  who  requires 
both  automated  capability  and  growth  cap- 
acity. It  includes  the  merchandising  cycle 
core  found  in  CSI's  large  systems  and  allows 
you  to  take  advantage  of  extraordinary  de- 
velopment work  at  a  fraction  of  its  cost. 


TOTAL  MERCHANDISING 
 CYCLE  CONTROL  

The  System  is  made  up  of  the  following  on-hne, 
intieractive  funetionalities: 

□  Open-to-Buy  in  units  and  dollars 

□  Purchase  Order  Management  and  Status 
Reporting 

□  Purchase  Order  Receiving,  Marking,  and 
Distribution 

□  Sales  Entry  and  Sales  Reporting 

O  Merchandise  Control  and  Analysis  Reporting 

□  Merchandise  Aging  and  Physical  Inventory 
Recapitulation 

All  CRT  screens  and  report  formats  reflect 
meaningful  data  presentation  for  your  decision 
making.  Exception  reporting  isolates  action 
items  according  to  your  requirements. 


THE  SYSTEM  GROWS  WITH  YOU 

Additional  applications  are  available  to  match 
your  level  of  control  —  Accounts  Payable, 
Accounts  Receivable  with  credit  authorization, 
General  Ledger,  P.O.S.  Polhng,  On-Line 
Planning,  On-Line  Marking,  and  Automatic 
Stock  Replenishment.  These  optional  modules 
interact  automatically  with  the  system  upon 
installation. 


SYSTEM  INSTALLATION 
 IS  A  SNAP  

CSl  manages  the  entire  project  for  you  —  the 
Zebra  installation,  the  system  installation,  the 

training,  the  documentation,  and  continuing 
support  under  a  maintenance  agreement  which 
includes  any  future  system  enhancements.  CSI 
maintains  a  phone  hnk  to  your  system  for  fast 

turnaround. 

CSI  IS  READY  WHEN  YOU  ARE"" 

With  over  1,500  locations  under  CSI  system 
control,  you  can  expect  the  excellence  and 
depend  upon  the  quahty  built  into  this  product. 
CSI  —  a  decade  of  progress,  a  comoittment  to 
the  future. 
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ACORN  QUESTIONNAIRE 


1.  Ask  the  questions  on  the  CSI  questionnaire. 

2.  Has  your  level  of  automation  (use  of  computers)  delayed  your  expansion. 
Yes  No  Don't  Know 


3.       Do  you  use  a  computer  or  service  bureau  or  plan  to  use  one? 

Yes,  use  them  Go  to  question  4 

Yes,  plan  to  use  one  Go  to  question  7 

No  or  don't  have  plans  Go  to  question  8 


4.       What  do  you  use?  (More  than  one  may  apply) 

Microcomputer  Which  one  

Minicomputer   Which  one  

Mainframe  Which  one  

(Larger  Computer) 

Service  Bureau  Which  one 


5.       What  jobs  do  you  have  automated?  (If  more  than  one  answer  is  checked  for 
question  4,  ask  what  each  job  is  running  on) 
Jobs  Computer  or  Service  Bureau 


« 


6.       Do  you  plan  to  increase  your  computing  or  service  bureau  work? 

Yes  Go  to  question  7 

No   Go  to  question  8 


7.       How  soon  do  you  plan  to  take  this  step? 

1st  half  of  84  

2nd  half  of  8A  

85  

later   

Don't  Know 


8.        Do  you  think  that  you  need  or  could  use  aid  in  planning  to  automate  your 
business  functions? 
Yes  

No  

Don't  Know 


9a.      Would  a  seminar  that  provided  a  useful  analysis  of  merchandising  systems  be 
interesting  to  your  firm  if  it  were  provided  at  a  modest  cost? 

Yes^   (Go  to  10) 

No   

Don't  Know 


9b.      Would  a  seminar  that  provided  a  useful  analysis  of  merchandising  systems  be 
interesting  if  it  were  provided  at  no  cost? 

Yes  

.  No   

Don't  Know 


lOa.     Would  you  be  interested  in  learning  more  about  an  automated  retail 
merchandising  system  on  an  economic  computer  that  includes: 
Open  to  buy. 

Purchase  order  management. 

Purchase  order  receiving,  marking  and  distribution. 

Sales  entry  and  reporting. 

Merchandise  control. 

Merchar>dise  aging. 

YES   (Go  to  question  I  Ob.) 

NO    (Go  to  question  12.) 

lOb.     How  important  is  it  to  have  these  applications  available  on  the  same 
computer?  (Check  the  colum  that  applies) 

NOT  WANT  THIS      MUST  BE  AVAILABLE  FOR  US 

APPLICATION        IMPORT.         IN  FUTURE  TO  USE  SYSTEM 

Accounts  Payable 
Accounts  Receivable 
General  Ledger 
POS  Polling 
On-line  Planning 
On-line  Marking 
Automatic  Stock 
Replenish 

Other  (Please  state) 


I  la.    If  this  system  could  be  demonstrated  to  meet  your  needs  at  a  cost  that  was 

less  than  an  approach  based  on  taking  one  step  at  a  time,  how  receptive  would 
you  be  to  ordering  the  system? 

Very  likely  

Likely   

Possibly  

Not  sure  

Can  not  tell 


I  lb.    What  conditions  would  make  you  more  likely  to  acquire  the  system?  Please 
state. 

lie.     If  these  steps  were  mode,  how  likely  would  you  be  to  order  the  system? 

Very  likely  

Likely   

Possibly   

12.  .  What  would  make  you  decide  not  to  obtain  such  a  system?  Please  check  one. 
o         Not  sure  of  what  we  need  right  now  

o        We  want  to  limit  our  commitments  to  a  step  with  a  service  bureau  or  small 

computer  


1 


4 

o        We  want  to  develop  our  own  system  

o        Other  (please  describe)  

1 3.  Would  you  be  Involved  in  making  such  a  decision? 
Yes  

Somewhat  

No  

14a.     Would  you  rather  lease,  rent  or  purchase  such  a  system?  

14.  What  price  range  would  you  estimate  that  the  computing  system  and 

application  software  would  be  available  for?  (Purchase  price  or 

monthly  cost)  If  no  answer  is  given,  ask  what  price  range  seems  most 
appropriate. 

50  -  75,000  ___ 

150  -  200,000   

200  -  250,000   

etc.  (no  answer  may  still  be  given) 

26.      Who  ore  the  vendors  that  you  think  of  for  retail  store  automation  and  what 
are  they  known  for?  (E.g.,  price,  knowledge  of  retailing,  reputation, 
Vendors  What  they  are  known  for 


The  questions  that  follow  refer  to  vendors  of  service  bureau  time,  computing 
systems  or  application  programs. 


<  4  3 

t 


27a.    How  do  you  come  into  contact  with  service  bureau  or  computing  vendors? 

Please  check  all  that  apply? 


o  Respond  to  ads  

o  Responds  to  mailings  

o  They  contact  us  by  phone  or  mail  

o  We  hear  about  vendors  from  other  stores 

o  We  contact  them  

o  Other  or  not  relevant  (Describe)  


27b.     How  do  you  prefer  to  learn  about  vendors? 
Please  state. 


28.      If  the  vendors  that  you  wanted  to  deal  with  were  busy  or  had  a  backlog  of 
business,  would  you  wait  until  you  could  obtain  service? 

Yes  

How  Long?   

No,  would  use  another  vendor  

Don't  Know 


29a.    For  mointonance  of  computing  systgems,  which  of  the  following  do  you  think  is 
preferable: 

o        A  guaranteed  response  to  problems  within  a  certain  period  of  time  

o        A  local  maintenance  service  

o        Do  not  know 


29b. 


If  rapid  support  and  maintenance  for  application  software  could  be  provided  by 
transmitting  programs  and  data  betwen  o  computer  at  your  site  and  a 
computer  elsewhere,  would  this  be  satisfactory  to  your  store? 


Yes  Go  to  question  3  I 

No   Go  to  question  30 

Not  sure  Go  to  question  30 

30.      Please  describe  what  more  that  you  think  might  be  needed? 


31. 


Thank  You. 


QUESTIONNAIRE  FOR  ALL  CLASSES  BUT  ACORN 

1.  Ask  the  questions  on  the  CSl  Questionnaire. 

2.  Has  your  level  of  automation  delayed  your  expansion? 
Yes  

No   

Don't  Know 


3.       Do  you  use  computers  or  service  bureaus  or  plan  to  use  them? 

Yes,  use  them   Go  to  question  k 

Yes,  plon  to  use  them   Go  to  question  7 

No  or  hove  no  plans   Go  to  question  10 

k.       What  do  you  use?  (More  than  one  may  apply) 

Microconr^uter   Which  ones  

Minicomputer   Which  ones  

Mainframe   Which  ones  

(Larger  Computer) 

Service  Bureau    Which  ones  


5a.     Have  you  installed  on  automated  retail  merchandising  system? 

Yes   Go  to  question  20 

No   

5b.      What  jobs  do  you  have  automated?   (Check  those  that  apply) 

JOB  ONE  SERVICE  BUREAU  ON  COMPUTER 

Accounts  Payable 
Accounts  Receivable 
General  Ledger 
Open  to  buy 


Purchase  order  mgmt 
Point  of  sales 
Payroll 
Other 

(Please  describe) 


Which  jobs  are  most  important  to  you? 


What  steps  do  you  plan  to  take  next  in  automation?  Check  all  that  apply. 

Automate  or  upgrade  certain  jobs.   

Which  ones? 

Install  an  automated  retai-l  merchandising  system.  If  this  is  checked,  ask 

Have  you  selected  a  vendor?   

What  is  the  vendor  names? 


We  have  no  plans    Go  to  question  10 

When  do  you  plan  this  step? 

1st  half  of  84  

2nd  half  of  84  

1985   

Later 

Don't  Know 


How  will  you  proceed  with  your  plans  for  automation?  (Please  check  all  of  the 
following  that  apply) 


-Mm 


» 

•  Use  our  EDP  staff  to  develop  applications   

•  Look  for  software  application  pockoges  that  will  do  the  job 

•  Use  service  bureau  systems   

•  Not  sure  or  do  not  know 


lOa.    Do  you  think  that  you  need  or  could  use  aid  in  autonrroting  your  business 
functions? 

Yes   

No   

Don't  Know 


lOb.    Would  a  senninar  thot  provided  a  useful  analysis  of  merchandising  systems  be 
interesting  to  your  firm  if  it  were  provided  at  a  modest  cost? 

Yes   Go  to  question  1 1 

No    Go  to  question  IOC 

Don't  Know 


lOc.    Would  a  seminar  that  provided  a  useful  analysis  of  merchandising  systems  be 
interesting  to  your  firm  if  it  were  provided  at  no  cost? 

Yes   

No   

Don't  Know 


I  la.  Would  you  be  interested  in  learning  more  about  an  on-line  retail  merchandising 
system  that  handled  the  following  in  any  combination  on  your  present 
computer  or  on  a  computer  that  could  be  connected  to  your  main  computer: 

•  Planning  and  Open-to-Buy 

•  Purchase  Order  Management 

•  Point  of  Receipt  (including  marking  and  distribution) 

•  Merchandise  Control 

•  Point-of-Sale  (including  price  look  up  if  required) 


Yes    Go  to  question  I  Ic 

No    Go  to  question  I  lb 

Don't  Know  


Mb.    Would  you  be  interested  if  financial  functions  were  also  available  with  this 
system? 

Yes   Go  to  I  Ic 

Don't  Know   Go  to  question  1 9 

No    Go  to  question  1 9 

lie.    Which  financial  functions  should  be  available  with  the  systenn?    (Enter  the 
figure  I  if  it  is  a  must  and  if  it  would  just  be  useful) 

On-line  credit  authorization   

Accounts  Payable   

Accounts  Receivable   

General  Ledger   

Payroll   


 ,  ^  _ 

Other 


Please  list 


12a.  Which  of  the  following  conditions  would  be  necessary  to  have  you  consider  the 
system  further?  (Check  all  that  apply) 

•  It  would  have  to  be  well  documented   

•  A  course  on  the  system  would  have  to  be  provided   

•  The  course  would  have  to  be  given  locally   

•  The  system  would  hove  to  be  installed  elsewhere   

•  The  system  would  have  to  be  available  for  us  to  test  ' 

•  The  system  could  communicate  with  an  IBM  computer   

•  Other  conditions  please  state. 


1 


12b.  How  important  would  it  be  to  have  the  system  run  on  an  IBM  computer  even 
though  it  could  communicate  with  an  IBM  computer?  Please  check  one  of  the 
following: 

It  is  a  must   What  IBM  models?   

It  would  be  preferable   

It  is  not  necessary   

12c.  Do  you  anticipate  that  any  package  would  have  to  be  changed  to  meet  the 
particular  needs  of  your  company?  Please  check  one  of  the  following: 

Yes  

Not  necessarily   

Possibly   

No  

1 3a.    If  these  conditions  were  met,  how  likely  would  you  be  to  order  the  system? 

Very  likely   

Likely   

Possibly   

Con  not  tell 


13b.    Would  you  be  involved  in  making  a  decision? 
Yes   

Somewhat,  indirectly  

No   

1 3c.     How  would  your  company  prefer  to  pay  for  such  a  system? 

Lease   

Rent   

Purchase   

13d.     What  cost  range  would  you  estimate  such  a  system  (computer  and  software) 

would  cost?   (let  them  give  a  purchase  or  monthly  amount) 

if  no  answer  is  given,  ask  the  person  if  they  expect  the  cost  to  be  between: 
75  and  100,000-  ,  .,■ 
Undu    1-eO  urid- 150,000   


150  and  200,000   

200  and  250,000   

250  and  3Q 9^000   

14.      Would  you  consider  making  a  total  switch  from  your  present  automation  to  a 
full  automated  retail  merchandising  system? 

Yes   

No   

Need  more  time  to  consider  or  not  sure. 


15.      (Only  ask  for  discount  chains) 

This  system  could  be  used  in  a  home  office  and  also  at  individual  stores  where  it 
could  handle  any  or  all  of  the  following:  I.  price  look-up  and/or  credit 
authorization,  2.  comnnunicotion  with  the  home  office,  3.  in  store  receiving 
including  marking,  tagging,  and  price  change  programs,  (markup,  markdown, 
etc.) 


Where  might  your  company  use  such  a  system?  Please  check  one  of  the 
following. 

•  In  all  or  some  of  the  stores  of  the  connpany.  

•  At  a  central  point  or  honrve  office.   

•  At  the  home  office  and  in  the  stores. 


16a.    Does  your  company  utilize  on-line  POS  devices? 

Yes   

No  Go  to  18 


b.        Do  you  buy  POS  units  from  a  single  source? 

Yes    Who   

No 


16c.     What   is   your   volume   of   POS   transactions   per   day   1 7. If  you 

installed  such  a  system 

•  How  many  people  would  you  expect  to  assign  to  its  operation?   

•  '    How  soon  would  you  want  to  take  over  operation  of  the  system?   Go  to 

question  26 


18. 


What  would  moke  you  decide  not  to  obtain  such  a  system?  Please  check  one. 
Not  sure  of  what  we  need  right  now.   


•  » 


20. 


21. 


22. 


We  want  to  limit  our  commitments  to  a  step  with  a  service  bureau  or  small 
computer.   

We  want  to  develop  our  own  system.   

Other  (please  describe). 


Gcrquestion  26. 

Please  grade  the  following  services  of  the  vernior  who  supplied  your  system,  on 
a  I  to  5  scale  where  5  stands  for  very  good  and  I  stands  for  very  poor. 

Rating  1-5 

Completeness  of  system  (all  functions  are  handled)  if  the  answer  is  1-3,  ask 
the  person  to  describe  the  incompleteness. 


Documentation   

Training   

Application  software  maintenance 
Computer  hardware  maintenance 

Should  any  services  be  upgraded? 

Yes   

Please  describe. 

No   

Don't  know 


Would  you  consider  moving  to  a  new  system  if  it  offered  improvements? 

Yes   

Whet  improvements? 


« 


No   

Don't  Know  

23a.    riow  many  people  have  you  devoted  to  this  systenn?   

23b.    Have  you  found  that  satisfactory?   

24a.    How  soon  after  installation  did  you  take  over  operation  of  the  systenn? 

24b.    Could  you  or  should  you  have  taken  over  operation  earlier? 

Yes   

No   

Don't  Know   

25.  Which  vendor  supplied  this  system  to  you?   

26.  etc.  See  ACORN  Questionnaire. 


1 


II.    KEY  STATISTICS: 


*^  Number  of  stores  currently  in  company 
^  Anticipated  number  of  stores  two  years  in  future 
^  Anticipated  number  of  stores  five  years  in  future 
Number  of  square  feet  per  average  store 
¥M^7  Stores  are  geographically  located  in  how  many  states  . 

The  furthest  store  is  approximately  how  many  miles  from  headquarters 


The  company  employs:      □   Centralized  receiving  and  distribution 

□   Receive  direct  (drop  ship) 

If  both,  %  of  orders  are  received  at  the  warehouse  or  distribution  center 

 %  of  orders  are  drop  shipped  to  the  stores 

Describe  the  location,  size  and  responsibility  of  each  centralized  receiving  and  distribution  facility. 
Location  Size  Responsibility 

Square 

— :    Feet  


Comment. 


Square 
_Feet 

Square 
_Feet 
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Total  retail  dollar  sales  volume  last  year 
;>    Total  unit  sales  volume  last  year 
>  Average  number  of  departments  per  store 
Average  number  of  classifications  per  store 

Comment  


CONCEPT  SYSTEMS  INCORPO(t\TED 


in.   PURCHASE  ORDER  MANAGEMENT,  RECEIVING, 
DISTRIBUTION  AND  MERCHANDISE  CONTROL 


Purchase  Orders  are  initiated  by:      □    Headquarters  buyers  % 

□    Store  management  % 

Headquarters  purchase  orders  are: 

(1)  pre-distributed  by  store  and  shipped  to  central  distribution  center  Yes  %  No 

(2)  pre-distributed  by  store  and  shipped  direct  to  stores  Yes  "/e  No 

3)    post-distributed  after  receipt  at  distribution  center  Yes  97o  No 

Is  there  currently  a  short  SKU  numbering  system?      □   Yes      □  No 

Please  provide  sample  ticket  and  explanation  of  data  on  ticket   


What  "Zo  of  merchandise  is  considered  basic  and  reoderable?   "70 

Are  basics  reordered  from  a  central  or  pooled  stock?       □    Yes       □  No 
How  many  basic  items?   

Will  inventory  control  be      by  style    □      by  color    □      by  size  □ 

Average  number  of  individual  active  styles  per  merchandise  selhng  season 

Average  number  of  colors  per  style  (usually  3-7) 

Average  number  of  sizes  per  «>lor-style  (usually  3-8) 

Each  style  is  distributed  to  an  average  of  how  many  stores 

Average  number  of  open  purchase  orders  per  style  (usually  1-3) 

Average  nmnber  of  styles  received  per  day  (peak) 

Average  number  of  key  RECS  provided  per  day  (peak),  if  used 

Each  purchase  order  is  received  in  an  average  of  how  many  segments 

Total  estimated  open  purchase  orders  at  any  time 

Number  of  units  marked  per  day  (peak) 

Number  of  styles  distributed  per  day  (peak) 

Number  of  cartons  distributed  per  day  (peak) 

Distribution  center  turnaround  time  in  hours       Current  '.   Planned 

Total  number  of  vendors  active  in  a  given  year 
Total  number  of  factors  active  in  a  given  year 


CONCEPT  SYSTEMS  INCORPORATED 


Total  number  of  style  price  changes  per  month  (peak) 
Total  number  of  style  transfers  per  month  (peak) 
Total  number  of  style  returns  to  vendor  per  month  (peak) 
Number  of  seasons  in  a  given  year  (usually  2-4) 
Number  of  history  periods  to  be  tracked  (usually  12-15) 

Marking  equipment:  Quantity  Manufacturer  Model 


Tag  and  label  printing  is:       at  the  distribution  center       □    percentage  °7o 

at  the  stores  □    percentage  ^^o 

Media  utilized  on  tags  and  labels: 

Man  readable  □  %  Bar  code  □  % 

Magnetics  □  %  Print  Punch  □  % 

OCR  □  %  Other  □  % 


Media  company  plans  to  use  in  future  

Currently  receiving  on:      Key  rec   

Purchase  order   

Receiver  document   

Vendor  invoice   

Vendor  packing  list   

Other   

Number  of  tags/labels  utilized  in  a  given  year   

Any  vendor  pre-mark  arrangement      Yes    □      No    □      percentage  of  total  units  % 

Comments:  

IV.    POINT  OF  SALE  DATA  CAPTURE 

Point  of  sale  data  capture  and  processing  required?      Yes  □  No  □ 

Credit  authoriiation  lequited?  •  Yes  □  No  □ 

Price  look-up  required?  Yes  □  No  □ 


CONCEPT  SYSTEMS  INCORPORATED 


Current  electronic  cash  registers  employed: 
Quantity   Manufacturer  


Model 


Current  method  of  sales  data  retrieved  and  transmission  to  headquarters 


Number  of  POS  customer  transactions  per  day  all  stores  combined  ^eak)  _ 

Average  number  of  styles  per  transaction  _ 

Number  of  class  level  transactions  per  day  (peak)  _ 

Number  of  point  of  sale  terminals  (registers)  per  average  store  _ 
Automated  scanning  devices  on  terminals      Yes   □      No  □ 

If  yes,  manufacturer    Device   

If  new  equipment  on  order  or  under  consideration: 

What  manufacturer                                       Model   Quantity 


Comments 


V.  FINANCIALS 

A.    OPEN  TO  BUY  maintaine4r  by  department  Yes  □  Units  □  $  □ 

by  class  Yes  □  Units  □  $  □ 
by  department  and 

store  Yes  □  Units  □  $  □ 

by  class  and  store  Yes  □  Units  □  $  □ 


B.   ACCOUNTS  PAYABLE 


Is  automated  accounts  payable  required?  Yes  □  No  □ 
Number  of  merchandise  payable  invoices  per  month 


/     Number  of  expense  payable  invoices  per  month 
Average  number  of  checks  per  month 

Comments   
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C.  ACCOUNTS  RECEIVABLE 

Is  accounts  receivable  required?      Yes    □      No  □ 

Number  of  total  customers 

Number  of  active  customers 

Current  number  of  billing  cycles  per  month 

What  percent  of  sales  transactions  are  internal  charge? 

Is  payment  processing  to  be:      in  house    □      external  □ 

Comments   

D.  PAYROLL 

Is  payroll  required       Yes    □  NoD 
Total  number  of  employees  during  a  year 
Total  active  employees  at  peak  month 
Number  of  pay  periods  per  month 

Are  sales  personnel  on  commission  Yes  □  No  □ 
Is  this  plan  a  draw /commission  Yes  □  No  □ 
Comments  ■  

E.  GENERAL  LEDGER 

^         Is  general  ledger  required       Yes    □       No  □ 
Number  of  entries  in  chart  of  accounts 
Number  of  journal  entries  per  month 

Comments   

F.  INVENTORY  RECAPITULATION 
Current  average  stock  turns  per  year 

Current  number  of  physical  inventories  per  year 

Physical  inventory  dates      _ 

Comments   


CONCEPT  SYSTEMS  INCORPORATED 


G.    ACCOUNTING  PROCEDURES 


Retair  method  of  accounting? 

If  no,  explain  - — 

Approach:         LIFO  □ 
Calendar:          4-4-5  □ 
Fiscal  year:  Beginning — 
Comments   


Yes    □       No  □ 


FIFO  □ 
4-5-4  □ 


other  □ 
other  □ 
Ending  


VI.    OTHER  INFORMATION 


Any  unique  system  requirements: 


Any  additional  pertinent  information: 


Information  submitted  by 
TITLE 


Date 
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1  Franklin  Plaza  •  Suite  650  •  Philadelphia,  PA  19102  •  215/563-1425 


The  Concept 


An  Automated  Retail  Merchandising  Systenm  that  provides  timely,  accurate  informa- 
tion is  essential  to  profitable  retailing  in  a  competitive  marl^et  place.  Concept  Systems 
is  offering  proven  management  systems  that  control  all  aspects  of  the  merchandise 
cycle  and  function  equally  well  in  single  store  or  retail  chain  environments. 


STORE 


Retail 
Merchandise 
Cycle 

DISTRIBUTE 


RECEIVE 


MARK 


The  Merchandise  Cycle  is  a  chain  of  interrelated  events  that  require  detailed  record 
keeping  of  numerous  transaction  volumes.  It  can  be  the  source  of  timely,  essential 
operational  information,  and  the  insights  provided  by  it  can  often  be  the  difference 
between  the  failure  and  success  of  important  business  decisions. 

Consistent  success  in  retailing  is  a  great  deal  more  likely  when  each  step  in  the 
merchandising  cycle  is  integrated  by  an  interactive  control  system  that  can  fulfill  daily, 
routine  business  ftjnctions  as  well  as  capture  and  feed  essential  information  to 
operating  and  management  personnel  in  a  timely  fashion. 

Few  retailers  are  able  to  provide  the  time,  direction,  and  financial  resources  to  develop 
and  successfully  install  data  processing  systems  that  provide  adequate  control  of 
every  phase  of  the  merchandise  cycle.  The  Automated  Retail  Merchandising  System  is 
such  a  system,  and  It  is  available  in  a  completely  supported,  turnkey  configuration. 

Too  often  control  systems  are  characterized  by  interrupted  work  fiows  and  lack  of 
"true"  systems  integration.  Under  such  systems,  the  crucial  "Open-To-Buy"  calcula- 
tions are  fi"equently  based  on  noncurrent,  historical  demand;  similarly,  merchandise 
can  lie  unknown  in  the  distribution  center  wrtiile  departments  or  stores  are  "Out  of 
Stock",  and  Unit  Control  Records  can  be  grossly  out  of  balance  with  financial  records 
due  to  ticketing  errors  and  other  data  capture  problems. 

CSI  has  spent  more  than  ten  years  attacking  and  solving  these  difficult  problems  with 
outstanding  results  for  regional,  national,  and  international  clients  in  both  the 
government  and  private  sectors  of  our  industry.  The  Automated  Retail  Merchandising 
System  is  the  result  of  this  practical,  proven  experience. 
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The  System . . . 


5  Modules  that  can  stand  and  function  alone  or  interact  for  maximum  cc, 


The  Automated  Retail  Merchandising  System  from  CSl  is  a  practical  solution  to  the  frequent  and  costly 
iM-eakdowns  in  information  flow  around  tJie  merchandise  cycle. 

Each  independent  function  module  is  a  self-contained  system  which  when  interacting  with  other 
modules,  becomes  a  complete  service  oriented  "closed  loop  system".  The  integrated  nature  of  the 
total  system  assures  the  user  of  accurate  information  flows  between  individual  control  processes  in 

the  merchandise  cycle. 

As  an  example,  the  Open-To-Buy  (0TB)  system  relies  on  up  to  the  minute  information  computed  and 
available  in  the  Purchase  Order  Management  (POM),  Merchandise  Control  (MER),  and  the  Point-Of- 
Sale  (POS)  systems.  Similarly,  the  Point-Of-Receipt  (POR)  system  which  can  optionally  print  OCRA 
tickets  based  on  edited  data  received  from  the  Purchase  Order  Management  (POM)  system.  These 
true  interactive  processes  provide  vital  control  where  and  when  you  need  it  based  on  your  particular 
requirements  and  experience. 

The  system  employs  Mini-Computers,  Cathode  Ray  Tubes  (CRT's),  Point-Of-Sale  Terminals.  Ticket 
Printers,  Remote  Printers,  and  Communication  Equipment  either  supplied  by  CSl  from  a  range  of 
proven  vendors,  or  interfaced  with  client  owned  equipment  where  possible. 

The  terminals  interact  with  the  powerful  database  and  both  operating  and  management  personnel 
can  initiate  inquiries  or  merchandise  cycle  transactions.  Terminals  are  placed  close  to  the  point  of 
origin  of  transactions  to  permit  the  database  to  be  updated  instantly.  The  database  consists  of  more 
than  50  files  and  thousands  of  data  elements  which  contain  virtually  every  operating  statistic 
pertinent  to  retailing.  The  easy  to  learn  ad  hoc  reporting  language  is  menu  prompted  to  permit 
authorized  users  to  request  their  own  reports  and  information  displays  in  their  preferred  formats. 


cfl 
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Open-To-Biiy  (OTB| 

Planned  Open-To-Buy  maintenance  is  used  to  create,  adjust,  and 
report  any  planned  Open-To-Buy  figures  by  department  and 
merchandise  class.  These  adjustments  plus  day-to-day  activities 
are  recorded  and  measured  against  the  opening  plan. 

Various  Open-To-Buy  reports  are  available.  These  Include  a  planned 
purchases  report,  an  0TB  sales  history  repcrt  an  0TB  snapshot 
report,  and  an  0TB  status  report. 
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Purchase  Order  Management  (POM) 

Purchase  Order  entry  is  used  to  enter  the  buyer's  purchases  into 
the  system.  This  basic  (bulk)  data  entry  is  employed  at  the  point 
which  all  primary  descriptive  data  about  merchandise  is  available. 

Various  POM  procedures  may  be  used  to  cancel,  adjust,  or  expand 
an  existing  PO.  They  are  also  used  to  display  on  the  CRT  or  printer, 
ttie  current  status  of  any  open  purchase  wder. 
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headquarters.  (Yes.  we  have  corporate  rates  at  the  new 
Franklin  Plaza  Hotel  which  is  the  twin  tower  of  our 
building).  Phase  Two  is  the  installation  of  the  hardware 
and  software  at  your  premises  and  includes  additional 
training  on  site  as  we  bring  your  company  up  to  live 
processing.  The  total  training  takes  several  weeks  and 
this  is  usually  spread  over  two  to  three  months  depend- 
ing entirely  upon  your  priorities. 

I'm  Nervous  Already. 

How  Complicated  Is  This  to  Manage? 

First,  remember  that  this  is  a  turnkey  system  and  we've 
done  all  the  programming.  Your  assignment  is  strictly  to 
operate  the  system.  You  are  supplied  with  complete 
user  documentation  w*iich  is  a  textbook  manual  with 
step-by-step  instructions  on  every  routine  within  the 
system.  The  CRT  screens  themselves  are  menu  driven, 
meaning  a  reference  screen  lists  all  routines  available  for 
your  choice.  Prompts  on  screens  tell  you  what  data  the 
system  wants  entered  and  messages  instruct  you  on  the 
next  step  in  any  routine.  An  entry  error  produces  a 
message  telling  you  what  to  do.  The  system  includes 
security  protection  for  unauthorized  access  to  confi- 
dential areas  by  password  protection. 

What  Happens  If  I  Run 
Into  a  Problem? 

We  re  as  far  away  as  tJie  tel^)hone  t^cause  each  system 


includes  a  communication  device  allowing  us  to  dial  into 
your  system  and  diagnose  your  problem.  We  can  send  a 
correction  down  to  your  system  or  instruct  you  as  to 
exactly  what  to  do  to  correct  your  problem.  This  is 
support  and  we  maintain  a  "hot  line"  in  Philadelphia  for 
just  tJiis  purpose. 


OK,  But  I  Get  Maintenance 
Too,  Don't  I? 

Yes,  both  hardware  and  software  maintenance  are 
available.  The  hardware  maintenance  is  directly  with 
General  Automation's  national  service  network  insuring 
local  and  timely  response  to  any  problem.  Software 
maintenance  is  twofold:  system  support  and  system 
enhancement  both  will  be  offered  to  you  at  no  additional 
cost,  thereby  protecting  you  from  any  fears  of  obso- 
lescence w^ile  taking  advantage  of  our  research  and 
develojxnent  efforts  in  the  future. 


Can  1  Outgrow  the  System? 

Concept  Systems  will  help  you  to  grow  with  your  system 
and  move  you  on  to  whatever  upgrades  you  require  in 
hardware  and  software.  Remember,  we've  worked  in 
this  area  and  paid  our  dues  over  the  past  ten  years 
—take  advantage  of  our  Inwestnrjentl 


The  Company . . .  Concept  Systems  Incorporated 


Founded  more  than  ten  years  ago,  expressly  for  the 
purpose  of  developing  Retail  Merchandising  Systems. 
CSI  has  become  the  leading  supplier  of  specialty  Retail 
Systems  to  the  retail  market  place. 

Unlike  many  systems  offered,  CSI  Systems  are  not  "Ivory 


High  Fashion  &  Specialty  Stores 
Junior  Department  Stores 
Discount  Centers 
EPOS  Polling 


Tower  Development  Systems".  Each  system  was  de- 
veloped by  CSI  professionals,  shoulder  to  shoulder  with 
retailers  in  a  work-a-day  world  environment,  and  can  be 
demonstrated  as  complete  and  functioning  according  to 
user  requirements  in  accounts  nationally. 


Book  Stores 
Retail  Auto  Parts 
Retail  Home  Improvements 
Credit  Authorization 

Warehouse  Receiving/Distribution  Centers 


•  Jewelry  Chains 

•  Outlet  Chains 

•  Military  Post  Exchanges 

•  Restaurants/Cafeterias 


)ntrol  of  the  merchandise  cycle. 
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Point-Of-Receipt 

Goods  are  received  and  checked  at  the  dock.  The  goods  are 
unpacked,  and  the  key  receiving  document  (Keyrec)  is  exploded,  in 
the  CRT  pool  area,  the  Keyrec  data  is  then  entered  through  the 
CRT,  and  the  Keyrec  is  checked  against  what  is  on  order  for  that 
particular  purchase  order. 

The  buyer  may  indicate  acceptance  (the  general  case)  or  may 
refuse  all  or  part  of  the  shipment  while  accepting  the  rest.  The 
substitutions  and/or  returns  are  entered  via  the  CRT,  and  the 
process  continues  as  if  what  was  received  was  ordered.  The 
computer  will  now  update  the  purchase  order  status. 
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Merchandise  Control  |MEE) 

The  buyer  roughs  in  the  distribution/transfers  worksheet  (note 
that  the  buyer  has  the  records  of  goods  received,  the  exception 
reports,  and  the  current  on-hand  quantities  to  aid  him  in  planning 
the  distribution ).  In  the  merchandising  CRT  pool  area,  the  distribu- 
tion is  entered  either  in  detail  (all  distributions)  or  for  automatic 
distribution,  in  which  case  the  computer  will,  given  some  para- 
meters, distribute  the  merchandise  using  a  Poisson  distribution.  If 
during  the  distribution  an  inconsistency  is  discovered  by  the 
computer,  it  must  be  resolved.  The  distribution  entry  causes  the 
computer  to  mark  the  warehouse  records  to  be  "in  transit' '  and  the 
store's  inventory  to  "expect"  the  goods  to  arrive.  The  financial 
records  of  the  system  are  also  adjusted  for  the  merchandise 
report.  The  computer  prints  the  distributicm  list  in  the  mer- 
chandising area  and  prints  the  merchandise  transfer  in  the  wrare- 
house/shipping  area. 

The  merchandise  is  assembled  for  shipping  by  use  of  the  computer 

generated  transfer  documents.  Transfers  between  stores  and 
between  a  store  and  the  warehouse  are  controlled  through  the 
computer.  If  the  merchandise  is  being  recalled  for  return  to  the 
manufacturer,  a  copy  of  the  transfer  document  is  made. 

As  merchandise  is  received  at  the  store,  it  is  unpacked  and  checked 
against  the  transfer  documents,  if  at!  the  merchandise  pertaining 

to  a  particular  document  is  received  as  intended,  the  transfer 
document  is  entered  into  the  system.  The  computer,  through  the 
sales  analysis  routines  will  identify  the  transfer  number  and 
complete  assignment  of  the  associated  merchandise  to  tiie  store's 
inventory. 

Merchandise  Control  includes  all  department/class/sf^e/color/ 
size  reporting  and  analysis  by  store. 

Sales  Entry  (POS) 

The  Sales  Entry  is  accomplished  by  the  CRT  or  by  the  POS  Vendor's 
equipment.  The  processing  includes: 

•  Editing  the  daily  sales  data 

•  Updating  the  daily  sales  data 

•  Production  of  various  audit  trial  and  transaction  reports 


Questions  and  Ai^irs . . . 


What  is  the  Small  System? 

The  Small  System  is  the  new  merchandising  control  sys- 
tem release  from  Concept  Systems  Incorporated  (CSI ).  It 
Is  designed  for  the  small  to  medium  sized  specialty 
retailer  who  needs  automation  to  accomplish  control  and 
growth.  The  system  includes  all  required  hardware, 
software,  installation  training,  and  documentation.  Con- 
tinuing support  and  maintenance  is  available  as  well.  The 
System  Is  both  on-line  and  integrated. 

Who  is  Concept  Systems  incoiporated? 

CSl  is  a  retail  systems  company  headquartered  in 
Philadelphia  with  ten  years  of  retail  systems  develop- 
ment and  installation  experience  nationally.  The  com- 
pany has  installed  a  wide  range  of  merchandising  and 
financial  control  systems,  on  a  wide  range  of  computers, 
in  retail  organizations  with  sales  volumes  from  1 0  to  300 
million  dollars  and  store  locations  up  to  and  exceeding 
200.  Until  1 984.  we  had  not  addresMd  ownpanles  below 
$10  million  in  sales  volume! 

Why  did  you  Wait  so  Long? 

The  CSI  charter  in  1974  was  to  take  advanced  retailing 
concepts  and  translate  them  into  automated  systems, 
wrttich  explains  our  name.  We  naturally  went  to  larger 
retailers  as  they  had  the  resource  to  help  in  our 
development  efforts.  Additionally,  we  felt  the  smaller 
retailer  would  be  less  willing  to  put  up  with  the  trial  and 
error  of  early  development  work  in  the  mid-70's.  Back 
then,  hardware  for  your  environment  simply  didn't  exist. 
Mini-computers  were  expensive,  complicated  to  operate, 
and  required  a  computer  room  —  just  the  opposite  is  the 
case  today  with  the  new  super  micros. 

What  is  a  Super  Micro? 

Our  Super  Mctq  is  the  General  Automation  ZEBRA^" 
family.  It  is  the  latest  technology  and  includes  the 
revolutionary  32/16  bit  Motorola  68000  chip  archi- 
tecture. This  places  it  well  above  personal  computers  in 
power  and  capability,  while  matching  expensive  mini- 
computer technology  at  a  fraction  of  the  cost.  The 
ZEBRA  line  Includes  a  range  of  models  wltii  upward 
molarity  to  match  your  business  expansion. 

So  What  does  tiie  Small  System 
do  on  the  ZEBRA? 

The  Small  System  is  made  up  of  the  core  of  our  larger 
control  systems  and  includes  Open-To-Buy,  Purchase 
Order  Management,  Purchase  Order  Receiving,  Merchan- 
dise Control  and  Reporting.  Sales  Entry.  Physical  Inven- 
tory and  Merchandise  Aging.  It  Includes  everything  you 
need  to  control  your  merchandise  in  units  and  dollars  at 
the  style/color/size  level  by  store  location.  It  manages 


central  distribution  or  drop  shipping  and  both  concur- 
rently. The  transfer  controls,  price  change  controls,  and 
sales/inventory  analysis  reporting  are  exactly  what 
you'd  expect  —  complete,  logical  and  easy  to  usel 

Eaa^  for  You  to  Say  — 
How  do  I  Know  it  Works? 

This  core  system  is  installed  in  every  single  one  of  our 
accounts  nationally.  It  is  the  base  that  our  entire  system 
depends  upon  and  is  the  result  of  several  hundred 
thousand  man  hours  of  analysis  and  programming  effort 
over  the  past  ten  years.  It  works,  depend  on  it! 

OK,  You  Have  the  Merchandise  Coalniis. 
Is  Anything  Else  Available? 

Yes,  there  are  additional  applications  available  which  you 
can  purchase  initially  or  as  a  subsequent  phase  once  you 
are  using  the  core  system.  These  include  Accounts 
Payable.  General  Ledger,  On-Line  Marking,  Polnt-Of-Sale 
Polling,  and  On-Line  Planning.  Accounts  Receivable  with 
Credit  Authorization  and  Automatic  Stock  Replenish- 
ment are  available  as  well. 

Add,  Subtract,  Mix  and  Match  — 
How  Does  it  all  Fit  Together? 

We  mentioned  the  system  Is  on-line  and  integrated. 
On-line  means  that  when  data  Is  entered  into  the 
system.  It  updates  files  Immediately  instead  of  in  a  batch 
process  at  the  end  of  the  week  or  month.  Additionally, 
the  system  is  integrated  internally,  meaning  data  auto- 
matically passes  from  one  area  to  another  —  place  an 
order,  and  it  affects  your  Open-To-Buy  automatically! 
These  internal  passes  mean  you  don't  have  to  enter  the 
same  data  more  than  once. 


I'm  Not  Convinced, 

But  How  Can  I  See  More? 

You  are  invited  to  book  an  appointment  at  our  Center 
City  Philadelphia  headquarters  for  one  of  our  regularly 
scheduled  demonstrations.  Additionally,  the  day  will 
include  a  visit  to  one  of  our  small  system  clients  in 
Philadelphia  where  you  can  meet  and  dla:uss  the  system 
with  their  management. 

Let's  Say  I  want  the  System. 
How  do  you  Install  It? 
How  Long  Does  ft  Take? 

The  installation  and  training  is  in  two  phases  using  our 
headquarters  and  your  premises.  Phase  One  is  in-depth 
system  training  using  the  software  on  the  ZEBRA 
equipment  in  a  formal  classroom  environment  at  our 


"General  Automation,  Inc. 


The  Concept  •  • 

Forecasting,  Menu  Planning,  Purchasing,  Re- 
ceiving, Inventory  Management,  Food  Produc- 
tion, Portion  Control,  Dining  Area  Access  Con- 
trol, Nutritive  Analysis,  and  the  Integral  Finan- 
cial Control  of  Accounts  Payable,  General 
Ledger,  Payroll  and  other  Administrative  func- 
tions are  only  some  of  the  complex  and  diverse 
activities  that  must  be  planned,  controlled  and 
coordinated  to  insure  a  successful  auxiliary  ser- 
vices organization.  Effective  planning  ana  con- 
trol v^ill  result  in  correct  and  timely  purchasing, 
eliminating  waste  of  expensive  food  products 
and  labor,  consistent  quality  menu  offerings, 
and  the  virtual  elimination  of  losses  due  to  un- 
authorized consumption  and  spoilage. 


CSI  INSTITUTIONAL  SYSTEMS  provide  control 
and  documentation  in  virtually  every  aspect  of 
the  Food  Service  operation  with  the  timely 
managerial  reporting  and  financial  control 
required  by  professional  Food  Service  Mana- 
gers and  Auxiliary  Services  Directors. 

Typical  users  of  the  CSI  Food  Service  System  in- 
clude, but  are  not  limited  to: 

Colleges  •  Universities  •  Public  School 
Systems  •  Health  and  Welfare  Facilities 
Hospitals  •  Nursing  Homes  •  Military 
Feeding  •  Penal/Correctional  Institutions 
Large  Public  Restaurants  •  Government, 
Business  and  Industrial  Cafeterias 


CSI  FOOD  m 

SERVICE  ^ 
SYSTEM 


The  System  •  •  • 

The  CSI  FOOD  SERVICE  SYSTEM  was  created 
in  a  joint  effort  of  the  industry's  leading  Food 
Service  Professionals  and  the  best  computer 
experts.  The  result  of  this  unique,  but  practical 
teamwork  is  a  complete  food  production 
planning  and  control  system  designed  to 
assist  food  service  management  with  minimiz- 
ing food  costs  and  providing  significant,  real 
dollar  savings  while  insuring  a  standard  quality 
of  all  product  offerings.  Raw  food  and  pre- 
pared products  are  accounted  for  from  gen- 
eration of  the  initial  row  food  requirement 
through  procurement,  receipt,  processing,  dis- 
tribution and  service.  Accountability  for  all 


products  passing  through  the  food  service 
operation  is  provided  in  sales  dollars  and  prod 
uct  consumption.  Profit  and  loss  statements  can 
be  prepared  for  each  service  location  and 
summarized  up  to  the  profit  center  total  opera- 
tion level. 

The  system  is  designed  for  single  or  multi-loca- 
tion food  service  operations  handling  the  com- 
plexities of  prepared  product  distribution  to  ser- 
vice locations  from  central  production  sites.  The 
system  is  operated  and  maintained  at  the  food 
service  locations  by  food  service  personnel. 


®Copyright,  Concept  Systems  Incorporated,  1982 


THE  CSI  FOOD  SERVICE 
COMPONENT  MODULES 


FORECASTING 

The  forecast  module  forecasts  the  number  of  patrons  expected  at  a  meal  or  meal  period  based  on  a  historical  data- 
^B^dSf    base  of  patron  counts.  The  historical  forecast  is  refined  by  a  population  adjustment  and  trend  analysis,  relating  current 
^^^^      period  actual  patron  counts  to  the  reference  period  counts  stored  in  the  historical  database.  The  forecast  module  then 
applies  menu  item  acceptability  to  the  total  patron  forecast  to  predict  the  number  of  portions  required  for  all  menu  items. 

©MENU  PLANNING  &  PRE-COSTING 
The  menu  planning  module  determines  in  advance  of  service  (and  purchase  if  possible)  the  cost  of  serving  any  com- 
bination of  menu  offerings  and  the  resultant  gross  profit.  All  cost  computations  are  made  on  latest  purchase  price  or 
replacement  price  using  any  recipe  specified.  The  menu  planning  module  also  provides  menu  costing  only  for  the 
non-cash,  board  type  environments. 

A  menu  item  cost  summary  report  is  provided  to  aid  in  making  menu  revisions  when  necessary.  The  summary  details  every  item 
offered  in  the  food  service  operation;  its  current  product  cost,  gross  profit  and  variance  from  gross  profit  objective. 


^fl^  PRODUaiON 

The  production  module  batches  all  recipes  required  to  produce  a  weeks  menus  to  the  exact  number  of  portions  re- 
y^h^SF  All  production  requirements  are  summarized  by  production  department  and  a  requisition  is  printed  detailing 

^^^^     the  amounts  of  row  food  products  to  withdraw  from  the  storeroom. 


Recipes  prepared  internally  by  commissary  operation  production  departments  and  similar  recipes  from  individual  locations  are 
combined  and  printed  on  the  scheduled  day  and  meal  of  production.  Prepared  product  transfer  documents  are  provided  to  dis- 
tribute centrally  prepared  products  to  the  serving  sites. 

©PURCHASING 
The  purchase  module  calculates  amounts  to  order  by  vendor  based  on  exact  menu  needs,  par  stock  requirements 
and  individual  vendor  delivery  schedules.  Warehouse  or  central  commissary  amounts  to  order  are  calculated  based 
on  vendor  lead  times,  physical  inventory  level,  open  orders,  menu  needs  from  individual  locations  and  minimum 
par  levels. 

An  interface  to  Purchase  Order  Management  or  Warehouse  Management  (perpetual  inventory)  modules  is  available  upon  request. 


^&   The  catered  event  module  is  used  for  scheduling  special  functions  not  contained  within  the  regular  menu  offering. 
^ra^^S^   The  customer,  dote,  menu,  number  of  patrons  and  price  are  entered  into  the  system.  The  catered  event  module  costs 
^^^^     tl^e  menu  at  last  or  replacement  purchase  prices  and  calculates  and  stores  the  amount  of  raw  food  required  to  pro- 
duce the  menu  for  the  number  of  customers  specified.  Raw  food  amounts  required  are  used  by  the  purchase  and 
accountability  modules.  The  catered  event  requirement  is  stored  for  the  production  module,  so  production  documents  can  be  pro- 
duced on  the  day  of  the  event. 

©INVENTORY  &  FINANCIAL  ANALYSIS 
This  module  calculates  and  prints  the  actual  use  of  every  inventory  item,  deviation  from  planned  use  (or  shrinkage), 
the  physical  ending  inventory  reported  and  the  extended  value  of  ending  inventory.  Also  shown  are  significant 
price  changes.  Value  of  ending  inventory  is  summarized  by  food  cost  category.  Inventory  control  also  prints  an  in- 
ventory count  sheet  to  record  the  next  periods  ending  inventory  and  deliveries. 

An  additional  module  can  be  provided  upon  request  to  provide  comparison  of  Electronic  Point-of-Sale  (EPOS)  information  to  actual 
kitchen  production  and  variance  reporting  by  item. 


CATERED  EVENT  PLANNING 


©NUTRITIVE  ANALYSIS 
The  nutritive  analysis  module  computes  the  nutritive  value  of  any  single  menu  item  offering  and  can  also  produce 
an  evaluation  of  an  existing  or  planned  combination  of  menu  item  offerings  against  RDA  nutritional  standards. 
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Our  Clients  tell  us  that 
CSI  knows  more  about 
Retail  lyierchandising 
Systems  tlian  IBM,  HSM 
Burroughs,  and  all , 
others  combined. 


i 


Who  are  w^jbajargyii? 


Our  Automated  Retail  Merchandis- 
ing System,  A.R.M.S.,  has  become 
the  single  most  widely  accepted 
and  installed  system  in  the  market- 
place, because  it  works. 

The  fact  that  It  works  Is  no  accident. 

Our  Systems  Engineers  worked 
(and  struggled)  side  by  side  with 
leading  retailers  to  develop  this 
widely  accepted  system.  The  re- 
sulting product  Is  one  that 
combines  the  experience  of  suc- 
cessful retailers  with  the  advantages 
of  on-line,  interactive  data  pro- 
cessing controls. 


A.R.M.S.  works  in  every  area  of  the  retail  mer- 
chandising business  cycle  and  each  stand-alone 
module  can  be  indepeindent  or  interrelated.  Built-in 
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flexibility  allows  each  Client  to 
decide  which  is  best  for  his  own, 
specific  operation. 

A.R.M.S.  has  been  successfully 
Installed  and  supported  In  a  broad 
range  of  retail  establishments  that 
Include:  High  Fasion  and  Specialty 
Stores,  Junior  Department  Stores, 
Shoe  Outlets,  Discount  Centers, 
Jewelry  Chains,  Retail  Auto  Parts 
Outlets,  Book  Stores,  and  Military 
Post  Exchanges,  among  others. 

So,  if  you  need  greater  control 
and  flexibility  in  your  store,  or 
chain,  to  cope  with  the  fast  paced 
and  ever-changing  Retail  Market- 
place, call  215/563-1425. 

ijmmhmf<Sk»'iSl^mf^can  help  your  system. 

You'll  be  glad  you  did. 

^^I^Ncad  from  STORES,  January  1982 
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Processor 


The  CSI  Network  Controller  is  based  on  an  Intel  8085  micropro- 
cessor. All  the  logic  necessary  to  initiate  communication,  per- 
form communication  handshaking,  data  transmission  and  re- 
ception, error  checking,  and  protocol  comM^mf-Wlp^'pfO- 

Communication 

The  IMC  supports  the  implementation  of  IBM  2780/3780  Binary 
Synchronous  Communications  Protocol  as  defined  in  IBM  docu- 
ment GA  27-3004.  The  actual  capabilities  of  the  IMC  sifpifioantly 
exceed  the  standard,  but  conform  to  it. 

The  protocol  supports  such  features  as  data  compression,  items- 
parency  mode,  and  CRC  checking. 

The  IMC  acts  as  the  host  or  the  slave  (terminal)  device,  depending 


Software  I 


The  total  communications  activity  is  transparent  to  the  Pick 
Operating  System™,  and  looks  to  the  system  to  be  an  interactive 
terminal.  The  IMC  hardware  performs  all  network  protocol 
handling,  data  buffering,  and  data  integrity  checking,  isolating 
this  function  from,  and  requiring  little  procmi^0$^IBgm'ifmi, 
the  Pick-based  system. 

The  facilities  of  the  IMC  are  available  to  the  user  directly  from 
TCL,  through  Pick  Basic,  and  through  Proc.  The  IMC  commands 
available  via  TCL  ore  very  similar  to  "normal"  TCL  commands 

in  format  and  usage.  The  IMC  commands  may  be  executed  dir- 
ectly from  the  terminal  or  via  a  Proc.  The  commands  accept 
item-lists  in  the  same  manner  as  TCL  does:  either  as  a  specific 
item-list,  a  generalized  "*"  (meaning  all  items),  or  from  a  select- 
list.  The  interface  to  Pick  Basic  is  through  a  subroutine  call, Wi^ijch 
initiates  the  communications  link  and  data  transfer. 


The  processor  board  consists  of:  ■■ 

•  3  MHz  Intel  8085A  Microprocessor 

•  1 6K  Random  Access  Memory  (RAM) 

•  8K-16K  Erasable  PrograiiiBlpfte  Ri»d  < 

•  4  —  Serial  Input/Output  P©rt4 

•  1  —  Parallel  Input/Output  Port 

•  6  —  Programmable  Counter/Timers 

The  EPROM  is  made  up  of  two  or  four  2732A  EPROMs,  and  con- 
tains the  Real-Time  Communications  Operating  System,  Device 
Drivers,  Protocol  Handlers,  and  Buffer  Handlers.  The  16K  RAM 
is  used  for  I/O  buffer^  work  areas,  s<jBi^.,area,  and  a  shajSi^ 
communication  area  for  use  with  oth«r%bards  and  device! 
the  multibus. 

The  bulk  of  communications  processing  is  off-loaded  to  the 
boordio  mduce  S)«sten  degradation. 


upon  whether  it  initiates  or  responds  to  a  communications  traris- 
rtliteion.  It  can  be  cabled  directly  to  another  IMC  (which  may  be 
housed  in  the  same  chassis),  or  to  a  modem,  or  both  concurrently. 
The  modem  may  be  connected  to  the  public  switched  network 
or  to  a  leased  line.  If  the  modem  is  connected  to  the  switched 
fjetwork,  it  may  be  an  auto-originate  or  auto-answer,  or  both.  It 
may  0pmm«>  m  Wi^lWi,  2400,  4a00,  96m,  aad 


The  CSI  Inter-Machine  Communications  (IMC)  product  provides 
a  network  communications  capability  to  Pick  Operating  System 

based  computer  systems.  The  implementation  consists  of  hard- 
ware, systems  software  and  generalized  applications  software. 
It  is  designed  to  be  easily  installed,  highly  reliable,  extremely 
flexible,  and  very  easy  to  understand  and  use.  The  communica- 
tions \     may  be:  ' 


•  Local  and  directly  cabled 

•  Remote,  and  auto-dialed  through  the  public 

switched  network  (or  manual  dial) 

•  Remote,  and  auto-answered  from  the  public  ^ 
switched  network  (or  manual  answer),  and/or 

•  Remote,  and  online  via  a  dedicated  line 


Installation 


The  IMC  is  enclosed  in  a  RETMA  standard  chassis  and  contains 
the  power  supply  and  all  necessary  processing  elements.  Installa- 


Operation 


tion  requires  that  the  unit  be  plugged  into  1 1 0  VAC,  1 5  amp  out- 
let, attached  to  the  hojt  Q'U,  to  a  T'Of'SWdS^.^fe^^KP^^^ 

firmware.  ,  ! 

The  IMC  requires  a  dedicated  port  on  the  hostc^^Ki^rfor  each 
Network  Controller,  set  to  run  at  up  to  1  9200  bducL  A itp^iiWi 
RS232,  25  pin  connector  cable  is  provided. 


Operation  of  the  CSI  IMC  is  simple.  Three  front  panel  switches 
are  provided  to  control  power,  intecf}^,5flffi4^jrff^t.vTJi^  .H"it 
should  be  left  on  continuously  unless  it^l^j^^i^ltwtWwnitet 

For  More  Informatioi 

Concept  Systems,  Inc.  has  qualified  representatives  throughout 
the  world.  To  find  out  more  about  the  CSI  IMC,  call  or  write: 


be  in  use  for  several  days  or  more.  The  reset  switch  may  be  used 
at  any  time  to  initialize  the  unit  and  establish  proper  iriterfagif^ 


I 
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Ijyi^  Inter-Machine 
llwlV  Communications 


Local  and  Remote  Networking 
for  all  Pick-Based 
Machines 


Pick-to-Pick,  and 
Pick-to-Nonpick 

Insures  No  Data  Loss 

I/O  Buffering 

Auto-dial  Mode 

Built-in  Diagnostics 

Connects  to  RS232C  Ports 

Uses  Standard  Bisync  Protoco 

Point-to-Point  and/or  Multi-Drop 


IMC  is  a  Hardware/Systems  Software/High  Level 
Application  Software  Product  that  provides 
pov^erful,  high-speed  Inter-Machine  Communi- 
cations between  any  Pick-based  machines  (eg. 
Microdata  to  Microdato,  Microdata  to  Ultimate, 
ADDS  to  CDI,  etc.),  between  any  Pick-based  and 
IBM-Compatible  machines  (eg.  2780/3780  bisync 
protocol),  and  between  Pick-based  machines  and 
local  or  remote  intelligent  terminals  (eg.  Point- 
of-Sale  Devices).  The  user  is  provided  with  TCL 
commands  to  access  dote  from  or  provide  data  to 
any  machine  in  the  network.  The  user  may  also 
use  IMC  via  Proc  and  directly  from  Basic  pro- 
grams. Internetwork  security  is  provided.  Ma- 
chines may  be  concurrently  connected: 

•  Locally  (up  to  1000') 

•  Remotely,  through  leased  lines 

•  Remotely,  through  switched  lines  (dial-up) 


A  single  command  con  send  an  item,  list  of  items, 
or  all  items  in  a  file  to  (or  receive  from)  any  other 
machine  or  group  of  machines  in  the  network. 
Support  for  down-loading  of  software  in  object/ 
abs  form  is  provided.  Note:  All  communications 
handshaking,  protocol,  buffering,  error  checking 
and  retransmission,  and  data  compression  is 
handled  in  the  IMC  hardware,  and  requires  very 
little  Pick-machine  resource.  Therefore,  degrada- 
tion is  minimal. 

Installation  is  very  simple,  and  will  not  adversely 
affect  any  maintenance  contracts.  All  that  is  need- 
ed is  a  single  port  on  each  machine  in  the  network. 
The  user  is  responsible  for  providing  lines  and 
modems  for  remote  connections;  cabling  is  pro- 
vided for  local  connections. 

This  very  powerful,  flexible  and  easy  to  use  prod- 
uct is  designed  for  the  Pick  Operating  System  en- 
vironment. 
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Processor 


The  CSI  polling  interface  is  based  on  an  Intel  8085  micropro- 
cessor. All  the  logic  necessary  to  initiate  communication,  per- 
form communication  handshaking,  dote  transmission  and  re- 
oeption,  and  protocol  conversion  are  programmed  into  the  unit. 

Communication 

Poller  to  terminal  communication  can  be  performed  either 
asynchronously  at  300-1 800  baud  or  bisynchronously  at  2400- 
4800  baud  using  ASCII  encoded  character  transmission. 
Protocol  conversions  are  2780/3780  to  ASCII  and  Async 
ACK/NAK  to  ASCII.  Communication  is  at  half  duplex,  point- 

Code  Structure 

The  data  encoding  structure  for  the  CSI  Poller  is  the  seven  bit 
USASCII  Interchange  code,  providing  for  128  different  charac- 
ter combinations.  Each  seven  bit  character  is  surrounded  by  one 


Software  I 


The  software  for  the  CSI  Poller  is  developed  in  stages.  The 
logic  necessary  to  provide  common  functions  has  been  pro- 
grammed into  all  units.  The  interfacing  software  which  will 
accommodate  requirements  specific  to  a  customer's  applica- 
tion is  custom  designed  and  coordinated  with  particular 
transaction  procedures  as  well  as  with  management  and 
sales  audit  protocols. 

The  Poller  software  is  constructed  in  three  layers:  Main  Con- 


Installation! 


The  CSI  Poller  is  enclosed  in  a  RETMA  standard  chasis  and 
contains  the  power  supply  and  all  necessary  processing  ele- 
ments. Installation  requires  that  the  unit  be  plugged  into  1 1 0 
VAC,  15  amp  outlet,  attached  to  the  host  CPU,  to  a  Modem, 


The  processor  board  consists  of: 

•  Intel  8085A  Microprocessor 

•  16K  Random  Access  Memory  (RAM) 

•  8K  Erasable  Programmable  Read  Only  Memory  (EPROM) 

•  4  —  Serial  Input/Output  Ports 

•  1  —  Parallel  Input/Output  Port 

•  6  —  Programmable  Counter/Timers 

The  8K  EPROM  is  made  up  of  two  2732A  EPROMs.  EPROM  0 
contains  all  the  fundamental  functions  common  to  all  Pollers; 
i.e.  I/O  routines,  device  drivers,  timer  routines  and  initializing 
routines.  EPROM  1  contains  those  functions  which  have  been 
modified  to  accommodate  a  particular  application;  i.e.  polling 
routines,  protocol  conversion,  and  data  reformoting. 

The  16K  RAM  is  used  for  I/O  buffers,  work  areas,  stack  area, 
and  a  shared  communication  area  for  use  with  other  boards 
and  devices  on  the  multibus. 


to-point,  over  a  two  or  four  wire  based  voice  grade  telephone 

line,  or  over  a  common  carrier  switched  telephone  network. 
Connection  con  be  mode  via  a  Bell  202S  Modem  or  equiva- 
lent. When  utilizing  the  Auto-diol  feature  a  Bell  801  ACU  or 

its  equivalent  needs  to  be  installed. 


start  and  one  stop  bit.  Even  parity  is  specified  and  data  is  trans- 
mitted low  order  bit  first  onto  the  line.  Seven  control  characters 
(not  having  bit  6  or  bit  7)  ore  used  for  data  link  control. 


trol,  1/ O  Control,  and  Device  Drivers.  The  Main  Control  layer 
is  the  highest  layer  and  consists  of  command  decoding,  poll- 
ing, protocol  conversion,  and  data  reformoting  routines.  The 
I/O  Control  layer  is  the  logical  connection  between  the  Main 
Control  loyerond  the  hardware.  The  Device  Driver  loyercon- 
tains  routines  which  are  hordware  dependent,  and  which  dir- 
ectly control  the  LSI  devices  (8251 A  serial  I/O  chip,  the  8253A 
counter/ timer  chip,  etc.)  being  used. 


and  when  required,  to  on  outo-dialer.  Turning  power  on  re- 
sets and  initializes  the  Poller's  firmware. 

The  Poller  requires  a  dedicated  port  on  the  host  computer  for 
each  communication  line,setto  runat9600  baud.  A  standard 
RS232,  25  pin  connector  cable  can  be  used.  In  addition  to  the 

connector  coble  sockets  appropriately  marked  CPU,  MO- 
DEM, and  ACU,  sockets  for  a  cassette  tape  reader  (TAPE),  and 
Diagnostic  Monitor  (DIAG)  ore  also  provided  on  the  rear 

panel  of  the  Poller. 


Operation 


Operation  of  the  CSI  Poller  is  basically  simple.  Three  front 
panel  switches  are  provided  to  control  power,  interrupt,  and 
reset.  The  unit  should  be  left  on  continuously  unless  it  is  ex- 


pected that  it  will  not  be  in  use  for  several  days  or  more.  The 
reset  switch  may  be  used  at  any  time  to  restart  the  unit  in  the 

event  of  a  suspected  malfunction  or  hang  up. 


For  More  Informations 

Concept  Systems,  Inc.  has  qualified  representatives  through- 
out the  world.  To  find  out  more  about  the  CSI  Poller,  the  CSI 
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Automated  Retail  Merchandising  System,  and  to  have  a  CSI 
Representative  contact  you,  coll  or  write: 
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The  CSI  Poller 

Polls  up  to  four  Async  or  Bisync 
network  terminals 
concurrently. 


•  Insures  no  Data  Loss 

•  I/O  Buffering 

•  Auto-dial  Mode 

•  Built-in  Diagnostics 

•  Connects  to  RS232C  Ports 

•  Off-line  Data  Collection 


The  CSI  Poller  is  a  microprocessor  based  poll- 
ing interface  for  Electronic  Cash  Registers, 
Access  Control  Devices  and  other  remote  on- 
line electronic  equipment.  It  will  auto-dial  and 
concurrently  poll  up  to  four  async  and/or 
bisync  terminals,  buffer  the  data,  pass  the 
data  to  a  RS232C  async  port  at  any  standard 
baud  rate  and  perform  a  complete  error  check 
(with  retransmit)  on  all  data. 

Primarily  designed  as  the  POS  module  inter- 
face for  the  CSI  Automated  Retail  Merchan- 
dising System,  the  unit  is  compatible  with  vir- 
tually every  predominant  mini-computer  on 
the  market  including  those  manufactured  by 
DEC,  Data  General,  IBM,  Prime,  Hewlett 
Packard,  Microdata,  and  Honeywell. 


The  Poller  operates  under  control  of  the  host 
mini-computer  utilizing  very  simple  and  direct 
command  language.  The  CPU  prompts  for 
and  receives  data  as  though  it  were  com- 
municating with  an  operator  on  any  standard 
TTY  terminal.  The  Poller  fully  handles  the 
handshake  protocol,  message  assembly  and 
the  buffering  of  the  polled  data. 

The  CSI  Poller  insures  no  data  loss.  Each  char- 
acter transmitted  to  the  host  is  echoed  back  to 
the  Poller  and  checked  for  validity,  assuring 
accurate  transmission  of  data.  Provision  is 
also  made  for  line  loss,  retransmit,  and  auto- 
matic redial.  An  optional  cassette  reader  is 
available  for  off-line  data  collection  from 
NCR  format  cassettes. 


il 
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Concept  Systems,  In^rporated 

One  Franklin  Plaza 
Suite  650 

Philadelphia,  Pennsylvania  19102 
(215)  563-1425 

Concept  Systems,  Inc.  is  a  privately  held  company  that 
was  established  in  1976.  The  company  speciali/cs  in 
turnkey,  minicomputer-based  retail  and  food  service 
systems.  Concept  Systems  currently  markets  the 
Automated  Retail  Merchandising  Sv  stem  (see  report  R7I- 
241-101),  the  Access  Control  System,  and  the  CSI  Food 
Servke  System,  which  is  the  subject  of  this  report. 

The  CSI  Food  Service  System  is  a  fully  integrated  in-house 
turnkey  system  which  provides  the  food  service  manager 
with  forecasting  capabilities;  menu  planning  and  cost 
analysis;  purchasing,  receiving,  and  inventor\  manage- 
ment; food  production  control;  and  the  integral  financial 
control  of  accounts  payable,  general  ledger,  and  payroll. 
The  system  is  designed  to  run  in  an  on-line,  minicomputer- 
bas^  environment  which  allows  immediate  lile  updates 
aiMl  instantaneous  data  inquiry. 

The  system  can  be  utilized  in  any  large  food  service 
operation  and  can  accommodate  multiple  location 
operations  including  product  distribution  from  a  central 
production  site  to  individual  service  locations.  The  systems 
are  currently  installed  in  universities,  hospitals,  and  other 
large  feeding  operations  throughout  the  country. 

The  CSI  Food  Service  is  a  data  base  management  system 
that  requires  four  main  files — a  customer  history  file,  a 
menu  fde,  a  recipe  file,  and  an  inventory  file.  The  major 
functions  of  the  system  are  d^cribed  below. 

•  Forecasting — forecasts  the  number  of  patrons  expected 
at  a  meal,  or  during  a  meal  period,  based  on  a  historical 
data  base  and  a  current  period  actual  patron  count.  The 
module  then  applies  menu  item  acceptability  to  the 
patron  forecast  to  predict  the  number  of  portions 
required  for  each  menu  item. 

•  Menu  Planning  and  Pre-Costing — determines  in 
advance  of  service  the  cost  of  serving  any  combination 
of  menu  items  and  the  resultant  gross  profit.  Cost 
computations  are  based  on  either  the  most  recent  cost 
or  on  the  current  cost  utilizing  any  user  specified  recipe. 
A  report  is  generated  which  provides  direct  cost,  gross 
profit,  and  the  variance  from  the  gross  profit  objective 
for  each  menu  offering.  This  report  enables  the  manager 
to  make  menu  revisions  when  necessary.  Upon  manager 
approval,  the  menu  offerings  are  input  to  the 
production  applications. 

•  Production  computes  the  amounts  of  raw  food 
products  required  to  produce  the  menu  offerings  for  a 
specified  meal  period  and  provides  a  report  which 


The  CSI  Food  Sen/ice  System  is  a  fully  integrated 
in-house  turnkey  system  which  provides  the 
production  control,  financial  control,  and  mana- 
gerial reporting  requirements  of  a  single  or  multiple 
location  food  service  operation. 


•  Purchasing — calculates  the  raw  food  product  amounts 
to  order,  by  vendor,  based  on  exact  menu  requirements, 
minimum  stock  requirements,  and  individual  vendor 
delivery  schedules.  In  a  multiple  location  environment, 
central  warehouse  or  central  production  site  raw  food 
requirements  are  calculated  based  on  vendor  lead  times, 
physical  and  minimum  inventory  levels,  and  menu 
requirements  of  individual  service  locatioiu. 

•  Catered  Event  Planning — plans  and  schedules  special 
functions.  The  customer,  date,  number  of  patrons, 
menu,  and  the  preset  menu  price  are  entered  into  the 

system.  A  cost  analysis  is  performed  based  on  either  the 
most  recent  cost  or  the  current  cost.  The  raw  food 
product  requirements  are  calculated  and  input  to  the 
purchase  and  inventory  modules.  All  requirements  for 
the  catered  event  are  maintained  in  system  memory  for 
subsequent  input  to  the  production  module  on  the 
scheduled  day  of  the  event. 

•  Inventory  and  Financial  Analysis — provides  product 
usage  reports  which  detail  the  actual  usage  of  each 

inventor}'  item,  the  inxentory  shrinkage  by  item,  the 
physical  ending  inventory,  the  extended  value  of  ending 
inventory,  and  significant  price  changes.  An  inventory 
count  sheet  is  also  produced  to  record  the  next  period's 
ending  inventory  and  deliveries. 

•  Nutritive  Analysis-  computes  the  nutritive  value  of  any 
single  menu  offering.  A  nutritive  analysis  of  a 
combination  of  menu  offerings  against  RDA  standards 
can  also  be  provided. 

An  optional  interface  to  Purchase  Order  Management  or 
Warehouse  Management  (perpetual  inventory)  is  also 
available.  In  addition,  a  module  can  be  provided  to  handle 
remote  or  on-line  polling  of  point-of-sale  terminals. 


summarizes  those  products  by  production  department. 

The  module  also  provides  for  the  generation  of  hard 
copy  requisitions  necessary  to  withdraw  raw  food 
products  from  the  storeroom  and  updates  the  inventory 
file  appropriately. 

In  multiple  location  food  service  operations,  the 
production  module  can  identify,  those  menu  offerings 
scheduled  for  production  concurrently  at  the  central 
production  site  and  at  individual  .service  locations. 
Common  menu  offerings  can  optionally  be  scheduled 
for  production  at  the  central  site  and  distributed  to  the 
individual  service  locations. 
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J>  The  CSI  Food  Service  S\  stem  also  prov  ides  for  data  base 
,    maintenance  and  miscellaneous  utility  routines  to  keep 
files  current  and  operative.  The  system  is  designed  to 
pro\  ide  management  information  instantaneouslythrough 
CRT  displays  and/ or  hard-copy  printouts. 

Hardware  and  Pricing 

As  a  complete  turnkey  s\stem,  the  CSI  Food  Service 
System  includes  all  of  the  hardware  components  necessary 
to  operate  the  system.  These  are  provided  by  the  vendor, 
but  are  the  products  of  other  manufacturers  and  ma\  he 
subject  to  some  degree  of  alteration  or  substitution.  CSI 
will  optionally  provide  an  automatic  auto-dialing  polling 


processor,  and  it  will  commit  to  interfacing  its  polling  unit 
with  electronic  POS  terminals  of  vendors  such  as  Data 
Terminal  Systems.  IBM,  ICL.  NCR.  and  TRW.  The 
central  processors  on  uhich  the  software  runs  include  the 
Honeywell  Level  6,  Microdata  Reality  and  SEQUEL,  the 
DEC  LSI/ II  based  U2000  and  the  IBM  Series/ 1  based 
GDI/ 1000. 


Prices  are  highly  dependent  on  the  configuration  required 
and  are  therefore  not  amenable  to  the  publication  of  a 
structured  price  list.  .A  s\  stem  can  be  purchased  outright  or 
on  a  lease/ purchase  arrangement,  and  maintenance  is 
available  through  Concept  Systems.  □ 
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Retail  Volumes  Questionaire 


The  data  requested  here  is  used  to  develop  the  preliminary  Automated  Retail  Merchandising  System 
configuration.  Please  answer  each  question  as  it  is  presented.  This  data  is  critical  to  configuring  file 
requirements  and  processing  work  load  —  it  must  be  as  accurate  as  possible.  All  information  submit- 
ted is  strictly  confldential. 


Joseph  R.  Ingersoll 

Vice  President  —  Marketing 


Company:    Trading  As:  '  Number  of  Stores: 

Address:     


Telephone:  (        )   Telex:    Quip:   

Proj«rt  Nfemager:   _   Title:   

  Title:   

Consultant:                               Firm:    Telephone:  i. 


CONCEPT  SYSTEMS  INCORPORATED 

Om  FrankHn  Ptaa  -  Suit*  650,      PMIaMpMa,  PA  19102  21S-S63-142S 


I.  OVERVIEW 


Please  write  a  short  definitive  paragraph  on  your  company  and  your  requirements  on  this  page  (a  sam- 
ple page  is  included  as  a  guide  to  the  information  n(^ed). 

Company  I>escription:  


Objectives: 


Priorities: 


A.   Reason 

B.   Reason 

C.   Reason 

Existing  Controls:   


Timetable: 


Comments  /  questions: 
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II.    KEY  STATISTICS: 


Number  of  stores  currently  in  company   

Anticipated  number  of  stores  two  years  in  future   . 

Anticipated  number  of  stores  five  years  in  future   

Number  of  square  f^t  per  average  store   

Stores  are  geographically  located  in  how  many  states  .   

The  furthest  store  is  approximately  how  many  miles  from  headquarters   

The  company  employs:      □   Centralized  receiving  and  distribution 

□   Receive  direct  (drop  ship) 

If  both,  %  of  orders  are  received  at  the  warehouse  or  distribution  center 

 %  of  orders  are  drop  shipped  to  the  stores 

Describe  the  location,  size  and  r^ponsibility  of  each  centralized  receiving  and  distribution  facility. 
Location  Size  Responsibility 

Square 

_:    Feet   

Square 

   Feet   

Square 

   Feet   _____ 

Comment  

Total  retail  dollar  sales  volume  last  year   

Total  unit  sales  volume  last  year   

Average  number  of  departments  per  store   

Average  number  of  classifications  per  store   

Comment  
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III.    PURCHASE  ORDER  MANAGEMENT,  RECEIVING, 
DISTRIBUTION  AND  MERCHANDISE  CONTROL 


Purchase  Orders  are  initiated  by:      □    Headquarters  buyers  ,  % 

□   Store  management  % 

Headquarters  purchase  orders  are: 

(1)  pre-distributed  by  store  and  shipped  to  central  distribution  center  Yes  %  No 

(2)  pre-distributed  by  store  and  shipped  direct  to  stores  Yes  %  No 

(3)  post-distributed  after  receipt  at  distribution  center  Yes  %  No 

Is  there  currently  a  short  SKU  numbering  system?      □    Yes      □  No 

Please  provide  sample  ticket  and  explanation  of  data  on  ticket   


What  %  of  merchandise  is  considered  basic  and  reoderable?   % 

Are  basics  reordered  from  a  central  or  pooled  stock?       □    Yes       □  No 
How  many  basic  items?   

Will  inventory  control  be      by  style    □       by  color    □       by  size  □ 

Average  number  of  individual  active  styles  per  merchandise  selling  season 

Average  number  of  colors  per  style  (usually  3-7) 

Average  number  of  sizes  per  color-style  (usually  3-8) 

Each  style  is  distributed  to  an  average  of  how  many  stores 

Average  number  of  open  purchase  orders  per  style  (usually  1-3) 

Average  number  of  styles  received  p&c  day  (peak) 

Average  number  of  key  RECS  provided  per  day  (p&ak),  if  used 

Each  purchase  order  is  received  in  an  average  of  how  many  segments 

Total  estimated  open  purchase  orders  at  any  time 

Number  of  units  marked  per  day  (peak) 

Number  of  styles  distributed  per  day  (peak) 

Number  of  cartons  distributed  per  day  (peak) 

Distribution  center  turnaround  time  in  hours       Current   Planned 

Total  number  of  vendors  active  in  a  given  year 
Total  number  of  factors  active  in  a  given  year 
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Total  number  of  style  price  changes  per  month  (peak) 

Total  number  of  style  transfers  per  month  (peak) 

Total  number  of  style  returns  to  vendor  per  month  (peak) 

Number  of  seasons  in  a  given  year  (usually  2-4)  _ 
Number  of  history  periods  to  be  tracked  (usually  12-15) 

Marking  equipment:  Quantity  Manufacturer  Model 


Tag  and  label  printing  is: 


at  the  distribution  center 
at  the  stores 


Media  utilized  on  tags  and  labels: 
Man  readable  □  

□  

□  


Magnetics 
OCR 


Media  company  plans  to  use  in  future  

Currently  receiving  on:      Key  rec 

Piu-chase  order 
Receiver  document 
Vendor  invoice 
Vendor  packing  list 
Other 

Number  of  tags /labels  utilized  in  a  given  year 
Any  vendor  pre-mark  arrangement  Yes  □ 
Comments:  


□  percentage 

□  percentage 


Bar  code 
Print  Punch 
Other 


□ 
□ 
□ 


No    □      per(^tage  of  total  units . 


IV.    POINT  OF  SALE  DATA  CAPTURE 


Point  of  sale  data  capture  and  processing  required? 

Yes 

□ 

No 

□ 

Credit  authorization  required? 

Yes 

□ 

No 

□ 

Price  look-up  required? 

Yes 

□ 

No 

□ 
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Current  electronic  cash  registers  employed: 
Quantity   Manufacturer  


Model 


Current  method  of  sales  data  retrieved  and  transmission  to  headquarters 


Number  of  POS  customer  transactions  per  day  all  stores  combined  (peak)  _ 

Average  number  of  styles  per  transaction  _ 

Number  of  class  level  transactions  per  day  (peak)  _ 

Number  of  point  of  sale  terminals  (registers)  per  average  store  _ 
Automated  scanning  devices  on  terminals      Yes    □      No  □ 

If  yes,  manufacturer    Device   

If  new  equipment  on  order  or  under  consideration: 

What  manufacturer                                        Model   Quantity 


Comments 


V.  FINANCIALS 


A.    OPEN  TO  BUY  maintciined:  by  department 

by  class 

by  department  and 

store 


by  class  and  store 


B.    ACCOUNTS  PAYABLE 


Is  automated  accounts  payable  required?  Yes  □ 
Number  of  merchandise  payable  invoices  per  month 

Number  of  expense  payable  invoices  per  month 

Average  number  of  checks  per  month 

Comments   


Yes  □ 
Yes  □ 

Yes  □ 
Yes  □ 

No  □ 


Units  □ 

Units  □ 

Units  □ 

Units  □ 


$  □ 

$  □ 

$  □ 

$  □ 
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C.  ACCOUNTS  RECEIVABLE 

Is  accounts  receivable  required?      Yes   □      No  □ 
Number  of  total  customers 
Number  of  active  customers 

Current  number  of  billing  cycles  per  month 

What  percent  of  sales  transactions  are  internal  charge? 

Is  payment  processing  to  be:      in  house    □       external  □ 

Comments   

D.  PAYROLL 

Is  payroll  required      Yes    □  NoD 
Total  number  of  employees  during  a  year 
Total  active  employees  at  peak  month 
Number  of  pay  periods  per  month 

Are  sales  personnel  on  commission  Yes  □  No  □ 
Is  this  plan  a  draw /commission  Yes  □  No  □ 
Comments   :  

E.  GENERAL  LEDGER 

Is  general  ledger  required      Yes    □       No  □ 
Number  of  entries  in  chart  of  accounts 
Number  of  joiu-nal  entries  per  month 

Comment   

F.  INVENTORY  RECAPITULATION 
Current  average  stock  turns  per  year 

Current  number  of  physical  inventories  per  year 

Physical  inventory  dates      _ 

Comments   


CONCEPT  SYSTEMS  INCORPORATED 


G.   ACCOUNTING  PROCEDURES 

Retail  method  of  accounting?      Yes   □      No  □ 

If  no,  explain  


Approach:  LIFO  □  FIFO  □  other  □ 
Calendar:  4-4-5  □  4-5-4  □  other  □ 
Fiscal  year:        Beginning   Ending  


Comments 


VI.   OTHER  INFORMATION 

Any  unique  system  requirements:   


Any  additional  pertinent  information: 


Information  submitted  by  .  Date 

TITLE   • 
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